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It may be mentioned at this stage that the Bulsar deal-
er deducts Rs. i £ per Rs. ioo/- worth of gul, or Rs, g/-
as in the case under discussion, while making payment
to the farmer. This sum of Rs. 9/« will include Rs. 3/-
by way of discount charges for ready money, Rs. 3/- by
way of brokerage to the village dalal and Rs. 3/- the
brokerage of the Bulsar dalal. From this sum of Rs. gf-
the Bulsar dealer gives Rs. 6/- to the Broach merchant
as discount for ready money. Thus the net cost
to the Broach merchant for the gul he purchased comes
to Rs. 668-13-0. (Rs. 600 being the price of gul and
Rs. 68-13-0 for other charges.)
Financing: A few words on the financing of gul
marketing will not be deemed out of place. A few years
back, the Bulsar dealers used to lend large sums to the
up-country merchant in order to earn interest, discount
and brokerage. In one of the cases, we were told, the
amount was as high as three lakhs of rupees. But of late
this credit has been restricted, thanks to a large number
of bankruptcy cases that occurred in this part during the
last two years. The confidence in foreign merchants has
been greatly shaken. The natural consequence has been
a decrease in the gul trade which spells heavy loss to the
farmer who, in this part, is accustomed to raise sugarcane.
A suggestion : It is well known that the one end of
the chain of exchange is the producer and the other is
the consumer. We have seen that the producer realises
from the Bulsar dealer Rs. 59if- ( 6oo/- gross price of
his produce less Rs. q/- by way of deductions) for 150
maunds of gul an average price of Rs. 3-15-0 per
maund.
On enquiry, we found that the price per maund of gul
ruling at Broach from April 1926 to March 1927 varied
from Rs. 6-6 to Rs 6-9 per maund. Taking however,
Rs. 6/- as the average price per maund charged to the
consumer, the difference between the producer's and the
consumer's prices comes to Rs, 2-10 or 52 per cent, on

